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BOBBIE BROOKS, INCORPORATED, RESULTS IN BRIEF 



Year Ended April 30 


1965 

1964 

OPERATIONS: 



Net Sales. 

. . .$105,167,210 

$93,203,905 

Earnings Before Income Taxes. 

. . . 7,924,906 

7,232,751 

Earnings After Income Taxes. 

. . . 4,271,466 

3,752,660 

Net Earnings Per Share Based on 

Average Number of Shares 

Outstanding During Year. 

. . . 1.32 

1.16 

FINANCIAL: 



Working Capital. 

. . .$ 13,454,134 

$11,375,719 

Current Ratio. 

... 1.5 

1.5 

Property, Plant and Equipment—Net. . . 

. . .$ 9,033,872 

$ 8,154,498 

Shareholders' Equity. 

. . . 19,591,278 

16,435,548 

Number of Beneficial Shareholders. . . . 

. . . 12,100 

10,800 

Number of Employees. 

... 5,140 

4,880 
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Fashion through these fine brand names 


/ 



BOBBIE BROOKS. ..Day-lime, play-time, dale-lime 
apparel for young adult women. 

STACY AMES.. . Dresses for career girls. 

KELLY ARDEN ...Junior petite dresses. 

TAMMY ANDREWS... Junior dresses. 

NAN-LESLIE... Shirtwaist and misses petite dresses. 

COLEB ROOK ... Full-fashioned sweaters, skirts and 
sportswear. 

STRETCHINI.. .Stretchwear and coordinates for 
children and sub-teens. 

SYMPHONY.. .Misses blouses aod sportswear. 


























































REPORT FROM THE PRESIDENT 


Our record volume of $105,167,210 for the fiscal year ended April 30, 1965, was 13 per cent over the 
preceding 12 months and more than four times greater than in 1959, when our shares were first offered 
to the public. 

Surpassing $100,000,000 a year in sales is a significant milestone for any company, and particularly for 
one in the apparel industry, which has few organizations of substantial size. 

Net income also climbed to a new record, for the 14th consecutive year. The total of $4,271,466 or $1.32 
a share was 14 per cent higher than the $3,752,660 or $ 1.16 of the preceding year. For comparative purposes, 
the year-ago figures have been restated to include operations of a subsidiary acquired during the year just ended. 

Sales under our primary Bobbie Brooks brand name, over $68,000,000, added to our leadership in the 
market represented by young women from 13 to 24. 

The operating and marketing techniques which have generated so much growth under the Bobbie Brooks 
label are being applied by our subsidiaries to sustain their own dynamic growth programs. Stacy Ames, 
Colebrook and Stretchini each have major expansion programs well along or already completed. These 
include new distribution centers, new plant facilities, new computer installations, new marketing offices. 

Sales by subsidiaries were close to $37,000,000 last year. Expenses related to their expansion programs 
held back their profits somewhat, but we believe this investment will be reflected in improved income 
margins during the current year. 

Bobbie Brooks as a family of growth companies last year provided 23.500,000 garments for feminine 
America. Our traditional leadership in the 13 to 24 age range is being extended by Stretchini into the toddler 
to sub-teen age group, and by Stacy Ames, Colebrook and Symphony into age and price ranges slightly 
higher than served under the Bobbie Brooks label. 

In total, we provide 5000 styles a year under eight brand names, and the services of a road force of 
over 275 men and women working from 63 marketing offices... the largest, best-trained marketing 
organization in our industry.. . backed up by a modern, efficient organization of over 5000 persons. 

We sell to over 15,000 departments and stores throughout the country. We are a core resource, providing 
the fast service and the depth of product line needed to meet the needs of any store, no matter how large 
or how small. 

Financially. Bobbie Brooks is strong, ready to meet internal growth requirements and to explore addi¬ 
tions to our family of growth companies. 

Bobbie Brooks has surpassed the $100,000,000 mark with the organization, the finances and the growth 
formula for further substantial and sustained progress. Bookings for the important fall line are well ahead 
of a year ago. We anticipate an outstanding year, and we foresee very good continuing long-range opportunities. 



Maurice Saltzman, President 


July 22, 1965 
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National Fashion Board members and several Bobbie Brooks executives at scholarship awards luncheon in New York City. 


A STORY OF PEOPLE 


Bobbie Brooks recognizes that people are its 
principal asset, and has invested heavily in build¬ 
ing a reservoir of young management and market¬ 
ing talent in a depth adequate to guide our Company 
upwards from the $100,000,000 mark. This pro¬ 
gram is proving its worth. 

Of the 103 men and women in Bobbie Brooks 
top and middle management, exclusive of sub¬ 
sidiaries, 51 were promoted last year as our growth 
created new management positions. For example, 
a young engineer was promoted to research and 
development manager; a 29-year-old plant engi¬ 
neer to plant manager; a woman training super¬ 
visor to plant manager; and two plant managers 
to manufacturing managers of groups of plants. 

We have 36 regional district and staff sales 
managers in the Bobbie Brooks marketing division. 
Of these, about half were promoted to their present 
positions within the past year. 

Young men trained at our Cleveland head¬ 
quarters are also branching out to key positions 
with subsidiaries ... as controllers, data process¬ 
ing managers, sales representatives, vice president¬ 
manufacturing, and distribution center managers. 

Bobbie Brooks conducts an active recruiting 
campaign on 25 college campuses, screening candi¬ 
dates for five separate management training 
programs. These are: 

1—Systems development and data processing 
training. 2—Production control and analysis train¬ 
ing. 3—Line supervision and plant management 


training. 4—Finance and accounting training. 
5—Sales management training. 

These are in addition to a sales training program 
budgeted at $5000 per man and to vestibule train¬ 
ing programs at all plants to transform young 
women into skilled sewing operators. 

There also are continuing programs to upgrade 
the capabilities of present employees. For example, 
a 12-week course in fundamentals of supervision 
recently prepared a half dozen distribution center 
employees, whose average age is 24, for promo¬ 
tion to assistant supervisors. And we will soon 
begin a psychological research project to deter¬ 
mine the qualities to emphasize in future promo¬ 
tions to supervision. 

All of these examples indicate what we mean by 
development of management in depth. 

THREE-YEAR UNION CONTRACT 

Bobbie Brooks provides good pay, liberal benefits, 
and excellent working conditions ... including 
many “extras” such as tuition payments to 
employees who seek additional education and a 
National Merit Scholarship awarded annually to 
the son or daughter of an employee. 

The industry’s first labor relations committee, 
established a year and a half ago by Bobbie Brooks 
and the International Ladies Garment Workers 
Union, with whom we have a national contract, is 
working out very well. Agreement was reached on 
a new contract weeks before the old one expired at 
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the end of the last calendar year. It is our first three 
year contract, and establishes a sound basis for mu¬ 
tual progress by both employees and the Company. 

MAJOR PROMOTIONS 

A number of major promotions were made during 
the past year to strengthen our top management 
for future corporate growth. 

Jack Landis, chief financial officer since 1954, 
was elected to the new position of executive vice¬ 
president-finance and corporate development; and 
Stan L. Marshall, vice president-manufacturing for 
the past four years, to the new position of executive 
vice president-merchandising and manufacturing. 

Harry B. Harris, William Klein and Walter A. 
Singer, were elected vice presidents. 

Average age of these five executives is 42 years. 

Elected to an enlarged board of directors were 
Morton Hill, president of Colebrook; Irving Hoch- 
berg, president of Stretchini; and David Warren, 
president of Stacy Ames. 

NATIONAL FASHION BOARD 

To encourage talented young women from through¬ 
out the nation to enter careers in fashion, Bobbie 
Brooks has established a National Fashion Board. 
Its 50 members were selected by customer stores 
across the nation from thousands of high school 
seniors on their individual Teen Boards, and 12 girls 
were awarded scholarships of from $500 to $5,000 
each by Bobbie Brooks at an awards luncheon 
attended by 500 retail executives in New York 
last month. 


Girls are selected to the National Fashion Board 
on the basis of interest in fashion and merchan¬ 
dising, civic responsibility, leadership, ability to 
communicate, scholarship and poise. The members 
also have a responsibility to meet with our mer¬ 
chandising and design people, and provide ideas 
and suggestions on teen-age apparel desires. 

This program has been so well received by the 
industry and in our opinion provides so great a 
potential for attracting qualified girls to careers in 
fashion and retailing that the Board of Directors 
has now established a Bobbie Brooks National 
Scholarship Foundation to maintain the National 
Fashion Board scholarship awards program on an 
annual basis. 

A SPIRIT OF PROGRESS 

Throughout our entire organization, there is a fine 
spirit of progress .. . improved coordination be¬ 
tween departments, closer ties with subsidiaries, 
ability to work together in planning and carrying 
through new projects, a willingness to work hard 
in attaining the high corporate objectives we have 
set for ourselves. 

While many technological improvements can be 
and are being made in our operations, apparel 
manufacturing is and always will be an industry 
that depends on the skill of individuals, and fash¬ 
ion will always require a high degree of creativity 
and imagination. 

There thus is a great premium in our industry 
on capable management in depth. Bobbie Brooks 
has developed an outstanding reserve of seasoned 
management people, and they are our greatest 
assurance of continuing growth and improvement. 


YOUNG MANAGEMENT IN 

DEPTH AT BOBBIE 

BROOKS 

Ages 

20-24 

25-29 

30-34 

35-39 

40-44 

45-49 

50-54 

55-59 

60-65 

Corporate Officers 



i 

1 

4 

1 

4 



Officers of Subsidiaries 


1 


3 

5 

3 

1 



Sales Managers 

1 


9 

19 

4 

10 

3 

3 


Plant Managers 

1 

2 

3 

6 

2 

1 

3 



Department Managers 


5 

15 

20 

6 

9 

6 

2 


TOTAL 

2 

8 

28 

49 

21 

24 

17 
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Because Bobbie Brooks is a young Company, 26 years old, many of our seasoned career people also are young. Of the 154 top manage¬ 
ment people at Bobbie Brooks, including our subsidiaries, 132 or 86 per cent are under 50 years of age, and 87 or 56 per cent are under 
40. Backing up this team are dozens of capable young financial, engineering, marketing and design people with the training to step 
up into management positions as they are opened up by our growth. 
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INVESTMENT IN PLANT 
AND EQUIPMENT 



FINANCIAL OPERATIONS AND 

CORPORATE DEVELOPMENT 

Long-term debt declined 6.8 per cent to 
$3,102,000 at the fiscal year end, or 
considerably less than the year’s net 
profit after taxes ... a situation that gives 
us long-range borrowing power for 
acquisitions and internal growth. Un¬ 
secured lines of bank credit for the short 
term needs of Bobbie Brooks, exclusive 
of its subsidiaries, have been increased 
to $11,200,000. 

Working capital climbed 18 per cent 
to $13,454,134 at the fiscal year end, 
and shareholders’ equity was up 19 per 
cent to $19,591,278. 

Bobbie Brooks and subsidiaries in¬ 
vested $1,735,758 in capital improve¬ 
ment and expansion projects last year, 
with a substantial portion of this total 
going to Stacy Ames, Colebrook and 
Stretchini. We added 202,500 square feet 
of modern manufacturing, distribution 
and office area... for more efficient oper¬ 
ation and a major increase in production 
and shipping capacity. Much of this ex¬ 
pansion was in leased quarters, thus en¬ 
abling us to conserve working capital. 

Dividend payments of 50 cents a share 
were made during the year. At year 
end, we had approximately 12,100 
beneficial shareholders. 

Effective July 15, 1965, the regular 
quarterly dividend was raised to 15 cents 
a share, an increase of 20 per cent 
over the 12 Vi cents previously paid and 
the sixth dividend increase in the past 
five years. 

The new dividend is nearly 3 Vi times 
the original quarterly dividend of 4 3 /s 
cents paid in 1959, following the first 
public offering of the company’s shares. 
This was increased to 5 cents in May of 
1960, to 614 cents in February of 1961, 


to 7 Vi cents in August of 1961, to 10 
cents in November of 1962, and to 12Vi 
cents in November of 1963, as adjusted 
for stock splits. 

Our IBM 1410/1460 central com¬ 
puter facilities at Cleveland, the most 
extensive and sophisticated in our indus¬ 
try, were improved through installation 
of new equipment, and an outstanding 
job is being done in providing fast, ac¬ 
curate information for use in improving 
performance of all divisions. 

The IBM 1401 system at our New 
York computer center was changed over 
to a much faster magnetic tape system, 
and has been programmed to play a 
major role in improving efficiency of 
Stacy Ames and Stretchini during the 
coming year. Also, a new IBM 1401 
system has been installed at Colebrook 
headquarters in Hialeah, Florida. 

While Bobbie Brooks is always will¬ 
ing to sacrifice immediate profits to 
maintain programs which have a bene¬ 
ficial long-term impact on income, we 
are constantly seeking to improve our 
earnings. To help achieve this goal, we 
have extended our profit responsibility 
and budgeting program to all subsidiaries. 

Acquisition possibilities are constantly 
being developed and screened. However, 
we are proceeding on a very selective 
basis and are interested only in acquisi¬ 
tions that can contribute to earnings per 
share and to the furtherance of our long¬ 
term corporate objectives. 

MANUFACTURING 
AND MERCHANDISING 

Bobbie Brooks several years ago began 
a program of setting up small pilot plants, 
then expanding them into 50,000 square 
foot production units if initial opera¬ 
tions proved successful. From three to 
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Entrance, and cutting and sewing 
facilities at Washington, Pa., plant, 
one of several newer plants. 


four years are required to train operators 
and bring one of these plants up to 
capacity, and our plan was to open two 
new pilot plants a year for production 
under the Bobbie Brooks label. 

Over-all improvements in production 
efficiency have been so substantial that 
no new pilot plant openings were re¬ 
quired during the past year, in spite of 
the fact that sales were in line with our 
objectives. Only one new pilot plant will 
be required during the current year. 

The fact that newer plants are more 
than meeting our efficiency expectations 
should have beneficial effects on profit 
margins and this progress should con¬ 
tinue as the newer plants gain more 
experience. 

Typical of the growing sophistication 
of our manufacturing operations is a 
new “zero defects” program aimed at the 
elimination of the “seconds” or “rejects” 
that have always been a problem in our 
industry. This program, launched during 
the latter part of the fiscal year, has been 
successful in contributing to our high 
standards of quality. 

At the national distribution center in 
Cleveland, days during which over 
100,000 garments are shipped have be¬ 
come routine, and even greater capacities 
are possible. 

A new research and development 
department, just completing its first year, 
is also contributing to manufacturing 
efficiency by developing improved equip¬ 
ment, working out better techniques for 
production of such newer products as 
“durable press” garments, and testing 
entirely new types of fabrics and combi¬ 
nations of fabrics. 

Another new step which will add to 
our over-all efficiency is improved coor- 







































dination of manufacturing activities with 
merchandising or over-all line planning 
and product design. 

A vice president-merchandising has 
been elected to head our sportswear divi¬ 
sion, and another top-ranking executive 
has been promoted to the new position 
of merchandise manager for the dress 
and suit division. These executives and 
the vice president-manufacturing report 
to the executive vice president-mer¬ 
chandising and manufacturing. Our 
design department, which is a part of 
merchandising, is also being enlarged 
and is moving to new offices in New 
York City. 

Since we provide a complete new sea¬ 
sonal line of 350 to 450 styles every 10 
weeks under the Bobbie Brooks label, 
opportunities for improved profit per¬ 
formance through the strengthening of 
management in this area are substantial. 

NEW TRENDS IN 
MARKETING AND DESIGN 

The number of Bobbie Brooks market¬ 
ing offices providing local service to 
customer stores has been steadily ex¬ 
panded, year after year, doubling in the 
past four years from 20 in 1961 to 46 
today. Opening offices has been expen¬ 
sive, but has been a vital part of our 
long-range plan. 

We now have attained our objective 
of having marketing offices in all prin¬ 
cipal population centers. The next step is 
intensification of marketing efforts in 
these local areas. As we concentrate 
greater salespower in a particular dis¬ 
trict, with greater service to customer 
stores, we find that volume goes up 
faster than marketing expense. 

There now are 285 men and women 
in the marketing force selling under the 


Bobbie Brooks label. Of these, 179 are 
in field offices. 

Bobbie Brooks marketing is on a “per¬ 
son to person” basis in which we tailor 
our service and marketing activities to 
the individual needs of the management, 
buyers and sales personnel of each store 
we serve. We do not merely provide mer¬ 
chandise, but we offer customer stores 
the back-up help to move this mer¬ 
chandise into the hands of consumers. 

One new service last year was a long¬ 
distance telephone information program 
for customer stores, in addition to the 
frequent visits by our salesmen. These 
calls keep customers abreast of reorder 
trends and enable us to let them know 
which styles are moving best. Another ef¬ 
fective tool is a sales training film for store 
saleswomen, and we have just completed 
a new film to show store managements 
the increasing potential of our one-stop 
young adult department concept, under 
which a girl can fill all her apparel needs 
at one spot in the store. 

We also have begun to provide a com¬ 
plete line of merchandise display equip¬ 
ment, from mannikins to big merchan¬ 
dise racks, all of which the customer 
store can buy from us at a modest price. 

To make certain our apparel is in line 
with consumer buying desires, we have 
set up consumer panels in six major 
cities. The 200 girls on these panels 
evaluate each new line even before it 
is shown to our sales force. This is a 
scientific program carried out by profes¬ 
sional, independent survey people to pro¬ 
vide us with an effective tool for design 
planning and for projecting demand for 
individual styles. 

Our customers last year purchased 
14,000,000 statement enclosures from 
us to promote Bobbie Brooks apparel 


in mailings to consumers. These stores 
purchased over 10,000,000 lines of ad¬ 
vertising to promote Bobbie Brooks, gar¬ 
ments. In newspapers alone, Bobbie 
Brooks received 1,894,000 lines of 
fashion and corporate publicity ... the 
equivalent of about 850 full pages of type. 

All these programs and many others 
helped our customer stores and our 
Company to sell more Bobbie Brooks 
merchandise. Apparel under the Bobbie 
Brooks label is sold in over 7000 stores. 
In our accounting, we consider a big 
store with several branches as only one 
customer. With new branches constantly 
opening, the number of outlets for our 
product is rising at a brisk pace. 

Sales per store under the Bobbie 
Brooks label averaged about $9700 last 
year, compared with $8985 a year ago. 
Just three years ago, only one account 
bought more than $300,000 worth of 
merchandise; today, there are 29 ac¬ 
counts in this category. 

One of the strongest current areas of 
sales improvement is in our “never out” 
category of basic-in-stock merchandise 
which provides a store with a constant 
supply of standard fashion items to build 
sales every day of the year. This cate¬ 
gory now accounts for about 16 per 
cent of sales. 

Junior swimwear in a two-year period 
has been developed into a major item in 
our line, with sales continuing to rise 
rapidly. We also are enjoying a sharp 
rise in the sale of “petite” fashions, which 
girls of smaller size can wear with little 
or no alteration. 

A success for fall is the Bobbie Brooks 
“total look,” in which everything a girl 
wears matches with everything else, right 
down to colorful hosiery. We have 


Bobbie Brooks marketing force previews fall line at national sales convention in Cleveland. 
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$21,500,000 


licensed the Adler Company, a division 
of Burlington Industries, to produce 
hosiery under the Bobbie Brooks name 
for use with our “total look” sportswear. 

From the standpoint of young, bright, 
consumer-oriented fashions and a depth 
of local-level marketing assistance of a 
type never previously available to stores, 
Bobbie Brooks is in a sound position for 
continuing long-range growth in our 
basic young adult market as the core 
supplier for leading retailers everywhere. 

STACY AMES 

In just over three years as a part of 
Bobbie Brooks, Stacy Ames has become 
one of America’s principal dress re¬ 
sources, with four separate divisions now 
contributing to its dynamic growth. 

Sales of this group, including newly 
acquired Nan-Leslie, totaled 
$21,500,000 for the past year. 

Dresses under the Stacy Ames label 
provided a volume of over $10,000,000 
last year. These are casual, understated, 
sophisticated dresses for women of any 
age, but with a primary appeal to career 
women. The Kelly Arden Division of 
Stacy Ames, a pioneer in producing 
junior petite dresses, for girls in the 17 
to 22 age range, is one of the three prin¬ 
cipal resources in this fast-growing clas¬ 
sification, and the Tammy Andrews 
Division, providing sophisticated dresses 
for the junior career girl, developed 
nearly $3,000,000 in sales during its first 
full year of operation. 

The product lines of Nan-Leslie, suc¬ 
cessful maker of shirtwaist dresses, are 
now being offered by Stacy Ames sales¬ 
men throughout the country. Nan-Leslie 
also has just introduced, for the fall of 
1965, a line of misses’ petite dresses in 
addition to its regular sizes of casual 
dresses. 

Stacy Ames, under its four brand 
names, now offers about 2500 styles a 
year, as many as or more than provided 
under the Bobbie Brooks label. About 
2,700,000 garments were shipped last 
year to customers served by a marketing 
force of approximately 60. 

To keep pace with present and antici¬ 
pated growth, Stacy Ames last year 



adjusted to include sales of Nan-Leslie. 


launched a major expansion of staff and 
facilities. It began the year with about 
30,500 square feet of headquarters, cut¬ 
ting and marketing space scattered over 
several locations in New York City. Since 
then, it has moved into a new head¬ 
quarters and cutting facility in Long 
Island City and begun construction of 
a large distribution center on adjacent 
land. The completed facility will pro¬ 
vide 136,000 square feet in one location, 
and the distribution center will be auto¬ 
mated along the same lines as the Bobbie 
Brooks center in Cleveland. 

Stacy’s former headquarters at 1400 
Broadway in New York City has been 
completely remodeled into a beautiful 
mall-type sales showroom high in a sky¬ 
scraper. A large foyer opens into indi¬ 
vidual display areas for Stacy Ames, 
Kelly Arden, Tammy Andrews and Nan- 
Leslie apparel. 

The new shipping center will be com¬ 
pleted about October 1. This center and 
the consolidation of facilities in one loca¬ 
tion should contribute substantially to 
overall Stacy Ames efficiency and will 
more than double shipping capacity. 

Stacy Ames and its divisions are in 
a position to serve as a core dress re¬ 
source to stores of any size, and a num¬ 
ber of customers buy from $100,000 to 
$250,000 worth of apparel a year under 
a single one of its brand names. 


COLEBROOK 

A leading supplier of sweaters under its 
own label and also a manufacturer of 
sweaters for sale under the Bobbie 
Brooks brand name, Colebrook has 
completed a year of planning and build¬ 
ing for future expansion. 

A sportswear line introduced during 
the year has been refined and improved, 
and Colebrook will add a summer line 
in cotton fabric to its three existing lines 
.. . fall, holiday and cruise or spring. 
The sportswear is being offered in colors 
and styles coordinated with its tradi¬ 
tional sweater lines, with about 400 
styles planned for the current year. 

Colebrook, with substantial manufac¬ 
turing skills, now is making about 90 
per cent of its skirts, pants, knits and 
other sportswear items in addition to 
sweaters, virtually doing away with the 
need for outside contractors. Extensive 
newequipment has been added to increase 
production efficiency and extend the 
versatility of manufacturing operations. 

The most important facets of its line 
are in the traditional heather sweater 
category and in the imports, which it 
has revived by making the typical mohair 
sweater into a more desirable garment 



Years ended April 30 








... lighter in weight, of a finer construc¬ 
tion and lined in silk. The result is a 
sweater that actually serves as a jacket. 

Fine gauge, full-fashioned, fur blend 
sweaters, a very important Colebrook 
product, definitely are on the uptrend 
and promise to be the major item for 
the forthcoming holiday season. 

Colebrook’s Italian subsidiary pro¬ 
vided about 700,000 sweaters for the 
U. S. market last year, and has begun 
to sell in the Common Market area on 
a modest basis. 

Colebrook added a new 50,000 square 
foot automated distribution center to its 
Hialeah headquarters during the year. 
This is now in operation. 

With a sales staff of 25, and sales 
offices in New York, Los Angeles, San 
Francisco, Dallas and Atlanta, Cole¬ 


brook serves over 2500 customers. While 
expansion programs and introduction of 
new products held back its profits during 
the past year, its new facilities, new lines, 
and computer system should help it to 
improve its performance substantially 
during the current year. It has budgeted 
for a very successful 12 months, and 
thus far has made good progress in 
meeting its goals. 

STRETCHINI 

Today’s little girls and subteens are 
becoming better and better dressed. 
They have skiwear and party dresses, 
slacks and shorts, complete wardrobes 
just like their older sisters. And even 
at an early age they have an interest in 
styling and quality. 

Stretchini is the Bobbie Brooks entry 
in this vast children’s market, and sales 
for the past year, at $7,800,000, were 


Four brand names of Stacy Ames are 
represented, left to right, by fashions from 
Stacy Ames, Nan-Leslie, Kelly Arden and 
Tammy Andrews. 


Shetland from Scotland and hand knit Isola- 
Bella yoke from Italy are combined in this 
go-together from Colebrook’s expanded sports¬ 
wear line. 



up 24 per cent over the preceding year. 

Stretchini has continuously developed 
entire new classifications of children’s 
clothing . . . non-run stretch tights, child¬ 
ren’s stretch pants, children’s stretch 
shirts, stretch pajamas, thermal stretch 
outerwear, stretch swimwear, stretch 
underwear and stretch jumpsuits. 

In addition, it has now introduced a 
comprehensive new line of skirts, jump¬ 
ers, shirts and sweaters to combine with 
its stretchwear in providing a total coor¬ 
dinated wardrobe for girls. This is the 
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Bobbie Brooks concept put to work in 
younger age groups, and it is already 
being reflected in a large increase in 
bookings. 

Stretchini, which had about 20 styles 
four years ago, now has about 470. It 
shipped over 4,000,000 garments last 
year to 2500 customers and expanded 
its road force to 20 men, working from 
sales offices in New York, Chicago, Los 
Angeles and San Francisco. 

Like Stacy Ames and Colebrook, 
Stretchini also was engaged in a large 
expansion program last year. Its new 
headquarters and distribution center at 
Irvington, N. Y., now nearly 100,000 
square feet in area, was completely re¬ 
modeled into modern offices, efficient 
cutting facilities suited to the unique 
problems of working with stretch fabrics, 
and an automated shipping system. 

A plant at Port Chester, N. Y., is 
currently being doubled in size to an 
area of 25,000 square feet, and a knit¬ 
ting mill at Sinking Springs, Pa., near 
Reading, also is being enlarged. 


Stretchini actually has a more com¬ 
plex record keeping job than Bobbie 
Brooks in some respects. Its lines can 
be sold in five departments in a store 
. .. toddlers, girls from one to three, 
girls from three to six, girls from seven 
to 14, and young teens. The improved 
distribution center facilities plus the pro¬ 
gram for computerized control of many 
of Stretchini operations scheduled for 
this year should be very important in 
terms of efficiency. 

Two seasonal lines, one for spring 
and summer and one for fall, have tradi¬ 
tionally been offered by Stretchini. It 
expects to introduce its first holiday line 
this year, and to split the spring and 
summer lines, so that its shipping will 
be on a more even year-around basis. 

Stretchini is 8 V 2 times as large today 
as it was in 1960, and believes it has 
barely scratched the surface. With the 
expenses of a major relocation of facili¬ 
ties out of the way, it expects to improve 
profit margins in the current year and 
to increase sales rapidly. 


Stretchini has added many new products 
to provide a coordinated wardrobe for 
subteens, based on the Bobbie Brooks 
“total look” concept. 



SYMPHONY 

Symphony Classics, formerly a part of 
Nan-Leslie, is being expanded into an 
independent division of Bobbie Brooks 
with a comprehensive and dressy line of 
blouses and sportswear for at-home or 
suburban wear in the misses or career 
girl age group, and its name has been 
changed to Symphony, Inc. A manage¬ 
ment group for Symphony has been 
working actively for several months and 
a road sales force is being assembled. 
New sales offices, showrooms and a dis¬ 
tribution center have been opened in 
New York City, and a fall line of 60 
styles is now being sold. 

IN OTHER COUNTRIES 

Royalties and other income from inter¬ 
national operations, while still modest, 
are continuing to develop steadily. 
Bobbie Brooks garments are being sold 
by licensees in Canada, South Africa, 
Mexico, Japan, New Zealand, and the 
European Common Market. The New 
Zealand licensee, our newest, has ob¬ 
tained excellent results by utilizing all 
facets of our marketing and promotion 
approach. Bobbie Brooks (Europa) re¬ 
ports a rapidly developing interest in the 
young adult market throughout Europe, 
and is ideally situated to benefit from 
this rising demand. 





AN INDUSTRY OF OPPORTUNITY 


Women’s apparel, one of the largest U. S. industries today is 
an awakening giant. 

Greater personal spending power, the rapid growth in the 
size of the young adult population group with maximum 
interest in clothing and fashions, a rising demand for sports¬ 
wear as leisure time increases, and the growing number of 
employed young career women proud of their appearance all 
are powerful stimulants in this market. 

More and more stores realize that fashion is a vital key to 
their growth, and as the large stores and leading specialty shops 
branch out into the suburbs, they develop a greater and 
greater need for the large, dependable suppliers able to serve 
as a core resource. 

The Bobbie Brooks family of growth companies is well 
situated to obtain the full benefit of these trends. 

Our greatest strength is in the heart of today’s apparel market 
...teenagers from 13 to 19. There are about 11,500,000 of 
these girls and they have over $6,000,000,000 a year to spend. 
Their numbers will keep rising rapidly for years to come. 

And as this great population group becomes a little older, 
we have not only outstanding Bobbie Brooks fashions to serve 
them, but Stacy Ames, Kelly Arden, Tammy Andrews, Nan- 
Leslie, Colebrook and Symphony. As today’s young women 
marry and form families, Stretchini will be waiting to dress 
their children better than children have ever been dressed before. 

The Bobbie Brooks one-stop shopping concept is a strong 
trend in stores today. And in the dream stores of the future, 
there will be few barriers between apparel departments, and 
a girl will be able to do all her shopping in one section of the 
store dedicated to her needs . . . one place where she can buy 
sweaters, skirts, dresses, jackets, pants, hosiery, everything 
she needs. 


As the leader in coordinates, the go-togethers that mean 
multiple sales for stores, Bobbie Brooks is in an ideal position 
to benefit from the growing trend to these one-stop young 
adult departments. 

Consumers today are becoming smarter. They recognize the 
look and quality of leading manufacturers and seek out their 
brand names. As the charts on this page indicate, Bobbie 
Brooks believes it has the best brand name recognition of any 
company among girls of high school and college age. 

Traditionally, we have operated under a 5-year master pro¬ 
gram of advance planning. Under this plan, we have during 
recent years incurred very large expenses to train and build 
an organization able to guide Bobbie Brooks upward from the 
$100,000,000 level; we have developed excess capacity to pro¬ 
vide future growth; we have spent heavily to sell the Bobbie 
Brooks one-stop shopping concept to stores and to establish 
strong brand-name recognition; we have given our subsidiaries 
the financial back-up help to become strong in markets new 
to our Company. 

Through careful profit planning, we have been able to keep 
income moving steadily upward despite the expansion expenses 
inherent in tremendous growth. 

Now, today, we are growing not in one direction, but under 
many fine brand names. While we will continue to make large 
investments whose benefits may not be felt until a future date, 
we believe the weight of past profit planning activities will make 
itself felt to an increasing extent this year and in the future. 

Our target continues to be a 15 per cent average annual sales 
increase, or a doubling of sales within five years, with corre¬ 
sponding or greater improvement in earnings per share. We 
have met or exceeded our gpals consistently during every 
previous five-year period in our history, and have every 
confidence that we can continue to do so. 


When an independent 
market research 
organization asked 2094 
high school and college 
girls this question, 
“Which one company 
that makes dresses do 
you feel has the best 
understanding of young 
women’s problems in 
size, fit and styling?’’, 
Bobbie Brooks led all the 
rest.. . named by an 
amazing four times as 
many high school girls 
as the next highest- 
rated brand. Another 
phase of the survey 
showed that girls are 
more aware of our 
brand-name advertising 
than they are of the 
advertising of any other 
apparel company. 


DRESS COMPANIES CONSIDERED TO HAVE 
BEST UNDERSTANDING OF SIZE, FIT & STYLING 
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EXTENT OF AWARENESS OF 
COMPANY ADVERTISING 

COLLEGE GIRLS 


HIGH SCHOOL GIRLS 


COLLEGE GIRLS 

HIGH SCHOOL GIRLS 



BOBBIE 

BROOKS 


19 

9 

BRAND B 

9 

BRAND 1 


17 

27 

BRAND C 

5 

BRAND K 

1 




4 

BRAND N 

4 


52 

BRAND R 

2 

BRAND R 

2 


90 

BOBBIE 

BROOKS 

1 

BRAND T 

5 


38 

BRAND F 

1 

BRAND C 



62 

BRAND 1 

1 

BRAND J 

6 


67 

BRAND K 


BRAND E 

1 





BRAND L 

2 


49 

BRAND M 

6 

DEPARTMENT 
STORE LABELS 



55 

BRAND N 

13 

ALL OTHER 
BRANDS 


13 

23 

BRAND 0 


12 


45 


68 

72 

57 

67 

71 


96 


94 
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, INCORPORATED AND SUBSIDIARY COMPANIES 




CONSOLIDATED STATEMENT OF INCOME 

For the Years Ended April 30, 1965 and 1964 

Net Sales. 

Cost of Goods Sold. 

Gross Profit. 

Selling, Warehouse, General and Administrative Expenses. 

Interest.•. 

Income Before Income Taxes. 

Federal and Foreign Income Taxes. 

Net Income. 

Earnings Per Share (Based on Average Number of Shares Outstanding) 


1965 

. $105,167,210 
. 73,481,082 

. 31,686,128 

. 23,206,854 

. 554,368 

23,761,222 
7,924,906 
. 3,653,440 

. $ 4,271,466 

. $ 1.32 


1964 

$93,203,905 
65,362,148 
27,841,757 
20,097,951 
511,055 
20,609,006 
7,232,751 
3,480,091 
$ 3,752,660 

$ 1.16 


CONSOLIDATED STATEMENT OF CAPITAL SURPLUS 

For the Year Ended April 30, 1965 

2,465,372 

462,487 
2,927,859 


Capital Surplus at Beginning of Year as Adjusted for Pooling of Interests.$ 

Excess of Exercise Price Over Stated Value of Capital Stock Issued Under Employees’ Stock 
Option and Stock Purchase Plans. 

Capital Surplus at End of Year.$ 


CONSOLIDATED STATEMENT OF RETAINED EARNINGS 


For the Year Ended April 30, 1965 

Retained Earnings at Beginning of Year as Adjusted for Pooling of Interests .$10,732,062 

Net Income. 4,271,466 

15,003,528 

Cash Dividends . 1,615,482 

Retained Earnings at End of Year.$13,388,046 
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INCORPORATED AND 

CONSOLIDATED 


ASSETS 

Current Assets: 

Cash. 

Accounts Receivable—Trade . . 

Other Advances and Receivables 

Inventories—Note 2. 

Prepaid Expenses. 

Total Current Assets . . . 


April 30, 

1965 

April 30, 
1964 

$ 1,921,109 

$ 780,693 

16,325,503 

14,199,825 

1,014,857 

1,021,978 

18,510,680 

16,407,674 

244,967 

126,525 

38,017,116 

32,536,695 


Fixed Assets—At Cost, Less Accumulated Depreciation 
and Amortization—Note 3 . 9,033,872 8,154,498 


Other Assets 


380,848 317,238 


$47,431,836 $41,008,431 
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SUBSIDIARY COMPANIES 

BALANCE SHEET 


LIABILITIES AND SHAREHOLDERS' EQUITY 

Current Liabilities: 

Notes Payable—Banks . 

Long Term Debt—Portion Due Within One Year. 

Accounts Payable—Trade. 

Accrued Expenses and Sundry Liabilities. 

Estimated Federal and Foreign Taxes on Income. 

Dividends Payable. 

Total Current Liabilities. 

Long Term Debt—Portion Due After One Year —Note 4. 

Deferred Taxes on Income—Note 3. 

Shareholders' Equity: 

Capital Stock—Note 5. 

Authorized—4,000,000 Shares—No Par Value 
Stated Value $1.00 Per Share 
Issued and Outstanding— 

April 30, 1965-3,275,373 Shares 
April 30, 1964-3,238,114 Shares 

Capital Surplus. 

Retained Earnings. 

Commitments and Estimated Capital Expenditures—Note 7 


April 30, 

1965 

April 30, 
1964 

$ 8,374,363 

227,120 

10,066,346 

3,438,983 

2,456,170 

$ 5,822,178 

239,101 

9,022,267 

3,585,499 

2,096,535 

395,396 

24,562,982 

3,101,944 

175,632 

21,160,976 

3,329,065 

82,842 

3,275,373 

3,238,114 

2,927,859 

13,388,046 

19,591,278 

2,465,372 

10,732,062 

16,435,548 

$47,431,836 

$41,008,431 
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CONSOLIDATED STATEMENT OF SOURCE AND APPLICATION OF FUNDS 


For the Year Ended April 30, 1965 
Funds Provided: 

Net Income.$4,271,466 

Depreciation and Amortization Charged to Income. 856,385 

$5,127,851 

Proceeds from Exercise of Employees' Stock Option and Purchase Plans. 499,745 

Other Items—Net. 29,180 

Funds Applied: J>5^656^776 

Cash Dividends .$1,615,482 

Additions to Fixed Assets . 1,735,758 

Reduction of Long Term Debt. 227,121 

Increase in Working Capital. 2,078,415 

$5,656,776 


NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 


NOTE 1. PRINCIPLES OF CONSOLIDATION NOTE 3. FIXED ASSETS 


The consolidated financial statements include the accounts Fixed Assets are summarized as follows: 


of the Company and its subsidiaries, all of which are wholly 
owned. Material intercompany items and transactions have 
been eliminated in consolidation. The acquisition during the 
year of the net assets and businesses of Nan-Leslie, Inc. and 
affiliated companies has been treated as a pooling of interests. 
Accordingly, the financial statements for the current and prior 
year include the assets, liabilities, equity accounts and operating 
results, on a consolidated basis, as though the relationship had 
been continuously effective. 


NOTE 2. INVENTORIES 


Inventories, stated at the lower of cost or market, consist 


of the following: 


Raw Materials . 
Work in Process 
Finished Goods 


April 30, 
1964 


April 30, 
1965 

$ 7,619,479 
2,915,419 
7,975,782 
$18,510,680 


$ 6,279,615 
2,868,607 
7,259,452 
$16,407,674 



April 30, 

April 30, 


1965 

1964 

Land . 

... $ 807,241 

$ 807,241 

Buildings . 

.. . 4,609,328 

4,548,630 

Machinery and Equipment . 

... 6,251,413 

5,202,671 

Leasehold Improvements. 

. . . 1,410,990 

834,093 

Total Cost . 

... 13,078,972 

11,392,635 

Less: Accumulated Depreciation 
and Amortization . 

... 4,045,100 

3,238,137 


$ 9,033,872 

$ 8,154,498 


Provision for depreciation and amortization for the years 
ended April 30, 1965 and 1964 amounted to $856,385 and 
$750,430. Certain assets acquired prior to May 1, 1962 have 
been depreciated on an accelerated basis for financial statement 
and income tax purposes. Subsequent additions have been de¬ 
preciated on a straight line basis as regards financial reporting 
and on an accelerated basis for income tax purposes. Provision 
has been made for estimated taxes deferred to future years 
resulting from the excess of tax depreciation over the corre¬ 
sponding charge in the income statement. 
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NOTE 4. LONG TERM DEBT 


Long term debt consists of mortgage notes maturing in 
various amounts from 1968 to 1976, at interest rates ranging 
from 4% to 6%. 

NOTE 5. CAPITAL STOCK 

(a) As at April 30, 1965, 184,540 capital shares are reserved 
for issuance upon exercise of stock options which the 
Company is authorized to grant to certain officers and 
employees. Included therein are 95,346 shares optioned at 
not less than 85% of the fair market value on the grant 
dates, at prices ranging from $8.45 to $21.36, with an 
aggregate option price of $1,788,636. The outstanding 
options are exercisable in varying amounts through 1969. 

At the balance sheet date, 51,139 shares are reserved 
for issuance under an Employees' Stock Purchase Plan. 

(b) A maximum of 89,310 capital shares are contingently 
issuable in connection with acquisitions of subsidiaries 
in prior years. 

NOTE 6. EMPLOYEES' PENSION FUND 

The Company has in operation a voluntary non-contributory 
pension plan which includes certain salaried, hourly and com¬ 


mission basis employees. The plan provides for normal retire¬ 
ment at age 65 or earlier optional retirement under certain 
conditions. Past service liability as at April 30, 1965 amounted 
to $383,375 and is currently being provided for by payments 
in twenty-six annual installments. The costs of the plan for 
the years ended April 30, 1965 and 1964 were, respectively, 
$425,577 and $378,209. 

NOTE 7. COMMITMENTS 

AND ESTIMATED CAPITAL EXPENDITURES 

The Company is lessee under various long term leases 
expiring through 1984. These provide for aggregate average 
annual rentals of approximately $922,000 plus, in some in¬ 
stances, real estate taxes and other expenses. Leases with aggre¬ 
gate average annual rentals of approximately $139,000 contain 
options for the Company to acquire the leased properties. 

Capital expenditures currently contemplated by manage¬ 
ment are approximately $1,000,000. In addition, the Company 
is considering, but has not yet decided upon, an expansion of 
its Cleveland warehouse and office facilities at an approximate 
cost of $1,500,000. If the expansion is made, it is contemplated 
that a substantial portion of the funds required for the project 
will be provided by long-term mortgage loans. 


REPORT OF INDEPENDENT CERTIFIED PUBLIC ACCOUNTANTS 


To the Shareholders 
Bobbie Brooks, Incorporated 

In our opinion, the accompanying consolidated statements 
present fairly the financial position of Bobbie Brooks, Incor¬ 
porated and subsidiary companies as at April 30, 1965, the 
results of operations for the year then ended and supplementary 
information on source and application of funds, in conformity 
with generally accepted accounting principles applied on a 
basis consistent with that of the preceding year. Our exami¬ 
nation of these statements was made in accordance with gen¬ 
erally accepted auditing standards and accordingly included 
such tests of the accounting records and such other auditing 
procedures as we considered necessary in the circumstances. 

New York, N. Y. CLARENCE RAINESS & CO. 

June 18, 1965 
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TEN-YEAR FINANCIAL SUMMARY" 

Years Ended April 30 


RESULTS 



1956 

1957 

1958 

1959 

1960 

1961 

1962 

1963 

1964 

1965 

Net Sales 

$16,827,500 

20,912,800 

22,341,500 

25,014,600 

35,721,000 

52,577,500 

63,920,900 

75,762,400 

93,203,900 

105,167,200 

Earnings Before Income Taxes 

619,900 

1,233,900 

1,284,100 

2,133,400 

3,451,400 

4,732,900 

5,808,000 

6,647,600 

7,232,800 

7,924,900 

Provision For Income Taxes 

330,200 

652,200 

655,900 

1,104,500 

1,799,600 

2,412,100 

2,970,300 

3,243,800 

3,480,100 

3,653,400 

Earnings After Income Taxes 

289,700 

581,700 

628,200 

1,028,900 

1,651,800 

2,320,800 

2,837,700 

3,403,800 

3,752,700 

4,271,500 

Net Earnings Percentage of Sales 

1.7% 

2.8% 

2.8% 

4.1% 

4.6% 

4.4% 

4.4% 

4.5% 

4.0% 

4.1% 


YEAR-END POSITION 


Current Assets 

$ 5,089,800 

6,127,700 

5,104,800 

7,044,000 

11,810,500 

16,960,100 

20,674,100 

24,823,200 

32,536,700 

38,017,100 

Current Liabilities 

4,202,400 

4,844,100 

3,504,400 

3,758,700 

6,990,300 

10,259,400 

12,358,000 

15,253,600 

21,161,000 

24,563,000 

Working Capital 

887,400 

1,283,600 

1,600,400 

3,285,300 

4,820,200 

6,700,700 

8,316,100 

9,569,600 

11,375,700 

13,454,100 

Current Ratio 

1.2 

1.3 

1.5 

1.9 

1.7 

1.7 

1.7 

1.6 

1.5 

1.5 

Property, Plant, Equipment—Gross 

$ 1,009,300 

1,147,800 

1,567,300 

1,739,100 

3,158,700 

6,822,900 

7,486,400 

10,262,300 

11,392,600 

13,079,000 

Accumulated Depreciation 
& Amortization 

342,200 

428,600 

532,100 

627,200 

848,600 

1,485,400 

2,041,000 

2,494,200 

3,238,100 

4,045,100 

Property, Plant, Equipment—Net 

667,100 

719,200 

1,035,200 

1,111,900 

2,310,100 

5,337,500 

5,445,400 

7,768,100 

8,154,500 

9,033,900 

Long Term Debt 

565,600 

451,900 

485,700 

381,400 

463,000 

2,786,900 

2,630,300 

3,568,200 

3,329,100 

3,101,900 

Preferred Stock Outstanding 

— 

— 

100,000 

— 

— 

— 

— 

— 

— 

— 

Common Shareholders’ Equity 

1,034,500 

1,616,000 

2,138,700 

4,168,200 

6,919,400 

9,624,300 

11,566,900 

13,941,000 

16,435,500 

19,591,300 


PER COMMON SHARE* 


Earnings After Income Taxes 

$ .14 

.29 

.31 

.48 

.68 

.77 

.91 

1.09 

1.16 

1.32 

Working Capital 

.44 

.63 

.79 

1.54 

1.96 

2.23 

2.67 

3.06 

3.53 

4.14 

Common Shareholders’ Equity 

.51 

.79 

1.05 

1.95 

2.82 

3.20 

3.71 

4.45 

5.10 

6.03 

Average Number of Common 
Shares Outstanding (Adjusted) 

2,038,656 

2,038,656 

2,038,656 

2,138,656 

2,455,322 

3,004,018 

3,117,798 

3,130,768 

3,225,532 

3,246,773 


‘Based on average number of shares outstanding each period retroactively adjusted for the recapitalization of January 12, 1959 and the two-for-one stock splits effective February 26, 
1960 and August 31, 1962. 

“Figures for the years 1961 through 1964 have been changed to include the operating results of the companies acquired on a “pooling of interests" basis, as though the present 
relationship had existed in the year prior to acquisition. Years prior to 1961 have not been so re stated. 




1959 1960 1961 1961 1962 1963 1965 


18 



















mjjmiilil mUi.L 


Stacy Ames national sales headquarters 
features separate showrooms for 
Stacy Ames, Kelly Arden, Tammy Andrews 
and Nan-Leslie dresses in new mall-type 
facility high in a New York skyscraper. 


officers and directors offices and plants 


Officers 

President, Maurice Saltzman 
Executive Vice President and Treasurer, 
Jacob Landis 

Executive Vice President, Stan L. Marshall 

Vice President, Harry B. Harris 

Vice President, William Klein 

Vice President, Julius Ludwig 

Vice President, David Margolis 

Vice President, Walter A. Singer 

Secretary, Cele Stein 

Assistant Secretary, Shirley Kanner 

Assistant Treasurer, Calvin J. Cohen 

Board of Directors 
Eugene H. Freedheim 
Morton Hill 
Irving Hochberg 
Jacob Landis 
Julius Ludwig 
David Margolis 
Stan L. Marshall 
William G. F. Price 
Maurice Saltzman 
Sam H. Sampliner 
Cele Stein 
David Warren 

Transfer Agents 

The Cleveland Trust Company 
Cleveland, Ohio 
The Chase Manhattan Bank 
New York, N. Y. 

Registrars 

Central National Bank of Cleveland 
Cleveland, Ohio 

Chemical Bank New York Trust Company 
New York, N. Y. 

Auditors 

Clarence Rainess & Co. 

New York, N. Y. 

Counsel 

Hahn, Loeser, Freedheim, Dean & Wellman 
Cleveland, Ohio 


Executive Offices and National Distribution Center 
3830 Kelley Avenue, Cleveland, Ohio 44114 


Subsidiary Companies 

Colebrook Mills, Inc. 

Hialeah, Florida 

Stacy Ames, Inc., and Nan-Leslie, Inc. 

Long Island City, New York 
Stretchini, Inc. 

Irvington, New York 
Symphony, Inc. 

New York, New York 

Regional Sales Offices and Showrooms 

New York Chicago 

Cleveland Dallas 

Atlanta Los Angeles 


District and Sales Offices 


Birmingham 

Boston 

Buffalo 

Charlotte 

Cincinnati 

Denver 

Des Moines 

Detroit 

Hartford 

Houston 

Indianapolis 

Jamaica, N. Y. 

Kansas City 

Louisville 

Memphis 

Miami 

Milwaukee 


Minneapolis 

Nashville 

Newark 

New Orleans 

Oklahoma City 

Omaha 

Peoria 

Philadelphia 

Pittsburgh 

Phoenix 

Portland, Ore. 

St. Louis 

Salt Lake City 

San Francisco 

Seattle 

Springfield, III. 
Washington 


Plants 

Cleveland, Ohio 
Bellaire. Ohio 
Dover, Ohio 
Middletown. Ohio 
West Helena, Arkansas 
Lepanto, Arkansas 
Lock Haven, Pennsylvania 
Butler, Pennsylvania 
Montgomery, Pennsylvania 


Washington, Pennsylvania 
Reading, Pennsylvania 
Bowling Green, Missouri 
Vandalia, Missouri 
Hialeah, Florida 
Coamo, Puerto Rico 
Irvington, New York 
Port Chester, New York 
Florence, Italy 
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